








Thermodent ?:2: 


has a bright new taste and a white new color for greater patient acceptance. 
But you can be sure that Thermodent still contains the same ingredients 
proven so safe and effective over the past six years.!-3 The latest study 


found Thermodent 91% effective,4 further evidence that Thermodent is... 


fundamental in hypersensitivity 


Available in two-ounce tubes at all pharmacies—only on your recommendation, of course. 


1. Fitzgerald, G.: Dental Digest 62:494 (Nov.) 1956. 2. Abel, I.: Oral Surg. //:491 
(May) 1958. 3. Toto, F. D., et al.: J. Periodontology 29:192 (July) 1958. 4. Burman, LL. Sess 


and Goldstein, A.: J. Periodontology 32:257 (July) 1961 
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To You 


To all of our readers, DENTAL MANAGEMENT extends the Sea- 


son’s Greetings. 


You, the practicing dentists, have made DENTAL MANAGE- 
MENT, in the very first year of its existence, the best-read pub- 
lication in the dental field (see Publisher’s View, Oct., p.11). 

As the old year wanes, the editors of DENTAL MANAGEMENT 
resolve to continue to publish interesting, authoritative and 
helpful articles for you this coming New Year. 

In turn, on behalf of our readers, we wish to thank the fol- 
lowing advertisers for their support and encouragement of 
DENTAL MANAGEMENT during this past year: 


ALD, Inc. 

American Consolidated Mfg. Co., 
Inc. 

American Prosthetics, Inc. 

Ayerst Laboratories 

David L. Babson & Co. 

Bache & Co. 

The Bon Ami Company 

Certified Products 

The Chloraseptic Company 

Citroen Cars Corporation 

Clarks of England 

Coe Laboratories, Inc. 

Crescent Dental Mfg. Co. 

Crookes-Barnes Laboratories, Inc. 

Crown Publishers 

Jos. Dansereau Dental Mfg. Co. 

Durma Products Co. 

Edwards Distributors Co. 

Empire State Building Associates 

Federal Prosthetics, Inc. 

Hu-Friedy Mfg. Co., Inc. 

The Hygienic Dental Mfg. Co. 

Institute for Business Planning 

Istel Fund, Inc. 

The Johnston Mutual Fund, Inc. 

Jones Plans, Inc. 

H. D. Justi & Son, Inc. 

Kellner System 

The Keystone Company 

Larchmont Investors, Inc. 

Lederle Laboratories 

Thos. Leeming & Co., Inc. 


The Lorvic Corp. 

The Lemos Co. 

Lynd Brothers Dental Lab. 

Madison Fund, Inc. 

Maryland State Dental Association 
Trust 

Master Touch Dental Service Corp. 

John J. McKune & Sons Co. 

Medical Plastics Laboratory 

Novocol Chemical Manufacturing 
Co., Inc. 

Ordont Laboratories, Incorporated 

Ortho-Space Maintenance Labora- 
tory 

Panocean Ship a Car System 

A. J. Parker Co. 

Peter, Strong & Co., Inc. 

Chas. Pfizer & Co., Inc. 

Philadelphia Fund, Inc. 

Practice Management, Inc. 

Procter & Gamble 

Professional Budget Plan 

R. H. M. Associates 

E. R. Squibb & Sons 

Standard Laboratories, Inc. 

Standard & Poor's 

Stim-U-Dents, Inc. 

Stricker Dental Laboratory 

Torit Manufacturing Co. 

Ultrasonic Industries, Inc. 

Vivadent Corp. 

J. B. Williams Co., Inc. 

Wyeth Laboratories 





















YOU... and the News . 





Be sure to lose $1,000 on your stock sales this year. Losses up I 
to that amount can be subtracted from your ordinary 
income; anything more must be carried over to fu- 
ture years. Even if one of your losing stocks looks like 
it/ll recover, consider selling now and buying it back [ 
(after a thirty-day wait). You'll get the full deduction 
now, and future profits will be taxed at the cut-rate 





capital gains rate. 


Get the patient's consent before you photograph his dental con- 
dition, legal authorities warn. Unauthorized photos 
can trigger legal action, even if used only for public | 
education or journal articles. The consent (in writing) 


ee 





should include the right to publish the pictures. 


The old shell game has cropped up in the new shell houses. The 
contractor puts up the walls, and the do-it-yourself 
bug fills in the rest. The idea is going over big for 
vacation cottages, but the N.Y. Rackets Bureau now st 
terms the shell homes the biggest problem it faces. 


= 
ao 


Financing rates often range between 12 and 20%. 


re 

| ow 

Most dentists take better care of their cars than they do of their i fy 
equipment, says Naval dental equipment specialist 
Paul Paskie. “When it comes to the oil can, it’s either 

feast or famine.” Each day a 10,000 r.p.m. hand- * 

piece is used, he says, the bearings travel as far as 3 

a car going half-way across the U, S.—at 800 m.p.h. 4. 
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now... 
treat the whole pain problem 
pain, anxiety, tension 
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EQUANIL® (Meprobamate, Wyeth) and ZAcTIRIN® 
(Ethoheptazine Citrate with Acetylsalicylic Acid, Wyeth) 


EQUAGESIC effectively relieves pain, anxiety, and muscle spasm—the 
symptom. complex most commonly displayed by dental patients. 


stops pain—Clinical studies'* prove that the analgesic in EQUAGESIC 
relieves.pain of dental.infection, postoperative and postsurgical pain. 


relieves anxiety and muscle spasm—EQUAGESIC contains meprobamate 
which relieves anxiety and muscle tension or spasm, such as occurs in 
functional temporomandibular joint disease.‘ 


References: 1. Rankin, K.R.: Dental Digest 65:356 (Aug.) 1959. 2. Al- 
bertson, G.L.: Oral Surg., Oral Med., and Oral Path. /2:438 (Apr.) 1959. 
3. Irby, W.B., and Baldwin, K.H.: Dental Survey 34:1456 (Nov.) 1958. 
4. Shore, N.A.: J. Prosthetic Dentistry /0:366 (March-Apr.) 1960. 

For further information on limitations, administration and prescribing 


. ena ° ° . ° RVICE 
of EquaGesic, see descriptive literature or current Direction Circular. “—— 






DENTISTRY_} 
Wyeth Laboratories Philadelphia 1, Pa. 





your 
colleagues 
satisfaction 
is our 
highest \ 
recommendation. 


i=) 
Creont laboratories, incorporated _?.o. Box 2626 * Grovois Station * St. Lovis 16, Missouri 
Serving the Orthodontist and General Practitioner in 


re your area with custom made Orthodontic Appliances. 
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relaxing, restful sleep 


without barbiturates, bromides or narcotics 
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3 omines 


SOMINEX contains no barbitu- 
rates, bromides or narcotics. It is 
designed specifically as a bedtime 
sedative, and should not be used 
as a daytime tranquilizer. 

In SOMINEX, the safe sedative 
action of methapyrilene is 
enhanced by scopolamine and 
salicylamide. The total effect is 
one of safe sedation without 
hang-over or danger of habitu- 
ation. No prescription is required. 


THE SAFE SOMNIFACIENT 


Each SOMINEX tablet provides: 
Methapyrilene HCl, 25 mg.; sco- 
polamine aminoxide HBr, 0.25 
mg.; salicylamide, 200 mg. Dos- 
age: 2 tablets one-half hour be- 
fore retiring. Some patients will 
require only one tablet. Supplied: 
vials of 18 tablets. 


For a complimentary supply, 
please address your request to: 
Dept. SH, J.B. Williams Co., Inc., 
711 Fifth Avenue, New York, N. Y. 

















A MAJOR ADVANCE 
IN DENTAL 

BRUSH DESIGN 
AND PERFORMANCE 


BROXODENT 


SQUIBB AUTOMATIC ACTION BRUSH FOR TEETH AND GUMS 








gentle but stimulating, 
controlled massage of gums — 
safer, more effective, thorough 
cleaning of teeth 





in chronic marginal gingivitis and periodontitis “...one of the best 
aids in mouth hygiene to be developed in recent years... mouth 
hygiene is improved in less time and with less patient effort. . . . Gingi- 
val stimulation is improved with less patient education....Once a 
patient uses Broxodent, he will very seldom return to the use of the 
ordinary toothbrush.” 

G. M. STEWART, D.D.S., UNIVERSITY OF PITTSBURGH, SCHOOL OF DENTISTRY, 
PITTSBURGH, PENNSYLVANIA* 


in handicapped patients, both children and adults “At the end of 18 
weeks 17 patients [diagnosed as severely retarded] demonstrated great 
improvement and 2 remained at moderate improvement....In the 
opinion of the author Broxodent fills a definite need for the oral 
hygiene of severely handicapped patients.” 

J. J. ADELSON, D.D.S., 30 Ww. 59TH STREET, NEW YORK 19, NEW YORK* 


in soft tissue problems, including periodontitis and periodontosis 
“Ten of the 12 patients experienced an improvement in their gingival 
lesions during use of Broxodent. Eleven patients had cleaner teeth 
when using Broxodent, and 10 reported a useful massaging effect with 
the instrument.” 

‘W. F. MAGUIRE, D.D.S., VETERANS ADMINISTRATION HOSPITAL, 

BROCKTON, MASSACHUSETTS,* 


BROXODENT® is a trademark *Clinica] Research Notes, Vol. IV, No. 2, 1961 











MAKES IT EASIER FOR 

YOUR PATIENTS TO PRACTICE 
WHAT YOU PREACH— 
AUTOMATICALLY 


BROXODENT 


SQUIBB AUTOMATIC ACTION BRUSH FOR TEETH AND GUMS 











a superior bristle — interchangeable brush unit. Brush unit of new, 
special polyamide, Rilsan®— durable, flexible, superior to nylon or 
natural fiber, shaped to reach every dental surface. Soft bristle tex- 
ture and rounded bristle ends are specially designed for automatic 
brush and massage action — nontraumatic to teeth and supporting 
tissue structure. Allergy or sensitivity to Rilsan bristles has not 
been observed. 


safe-to-use—easy-to-operate. Precision, Swiss-built motor unit (110 
v. A.C.) is thoroughly researched, carries the Underwriters’ Labo- 
ratories Seal—self-lubricating, watertight, shockproof, specially de- 
signed for long, trouble-free service. 


The patient merely attaches his personal brush unit and guides the 
instrument across buccal and lingual tooth and gum surfaces. 
BROXODENT automatically brushes in the recommended vertical brush 
motion—rapidly and efficiently cleaning every tooth surface, gently 
stimulating and massaging all supporting tissue structure. 


less time—less effort—less error. BROXODENT provides the three essen- 
tials most patients are not willing or able to give for correct home 
care of teeth and gums — time, effort, and correct brushing and mas- 
sage technique. Specifically, BROXODENT automatically assures in less 
than one minute the thorough cleaning and massage of teeth and 
gums that few persons can achieve in 3-5 minutes with an ordinary 
toothbrush. 


one BROXODENT motor unit serves the entire family. Fully guaranteed 
for one full year, BROXODENT is supplied with two interchangeabie 
brush units, a plastic travel case, and a convenient bathroom wall 
rack, at leading pharmacies, for $19.75. Extra brush units (in a 
variety of colors) may be purchased separately, two for $.98. 


See your Squibb representative for complete details and demonstration, or write 
E.R. Squibb & Sons, 745 Fifth Avenue, New York 22, New York. 


Squiss @itt 


iby Squibb Quality—the Priceless Ingredient 
SQUID DIVIBION Clin ue 
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The Publisher's 


VIEW 


The Index 


“Could you please send me a 
copy of your article on how to 
buy stocks,” said a letter we re- 
ceived the other day. 

Indeed we'd like to, but we 
can't. The fact is, in the last year 
DENTAL MANAGEMENT has pub- 
lished no less than eleven arti- 
cles on one phase or another of 
the stock market. We've pub- 
lished seventeen on_ practice 
management, seventeen on in- 
come taxes, and similar numbers 
about other popular subjects. 

On pages 59-62 of this issue, 
you'll find a guide to all that ma- 
terial—the first of DENTAL MAn- 
AGEMENT'’s annual indices. If you 
look at it, you'll notice that it’s a 
bit different from most other in- 
dices you've seen—not because 
of what's in it but because of 
what's missing. 

Articles are indexed one way 
only, by subject matter. They 
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are not listed simply alphabeti- 
cally or by author. And reader 
letters, news items, and Wash- 
ington reports are not listed at 
all. 

The theory: only material of 
permanent value should be in- 
cluded in a permanent index. 
And that should be listed only 
in the way that will help you 
find what you want the fastest. 
That way is via the subject mat- 
ter, not via the author’s name or 
the first letter of the title. 

Suppose, for example, you 
face a collection problem. You 
can look under “Collections” and 
find everything published on the 
subject throughout the year. 

If you've saved your back 
issues (and we hope you have), 
you may find your answer im- 
mediately. If you haven't saved 
the magazines, write to us and 
we'll try to supply the article 
you want (though we cant 
promise, because our supply of 
some issues is exhausted). 

Thus, the DentraL MANAGE- 
MENT index is a no-nonsense tool 
with but one object in mind: to 
help you make the best use of 
this magazine. END 
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Now! CERTIFIED CABINETS 
HAVE DOUBLE-DEPTH DRAWERS! 


Choose Steel and Formica...or all Formica 
Cabinets with instruments drawers 
that open ALL THE WAY out! 





FU 





Double depth drawers pull all the way out... Gives 
you the complete use of all your cabinet space! 


Here is a dramatic breakthrough in Cabinet Design! Thanks to Certified’s new 
extension bar, you get to use the f-u-l-l l-e-n-g-t-h of every drawer in your new 
Certified Cabinet. No more waste space...no more hard to reach back of 
drawer areas. The entire drawer slides out easily... for easy access. The top 
of these Cabinets is big enough to accommodate your large sterilizer, too. 
That’s an extra bonus! Enjoy this new Cabinet now...in your choice of 
cabinets. Certified’s Steel and Formica or All Formica! 


COIT STREET 
IRVINGTON: N. J. 


(Certified provucts,inc. 
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THE FINE ART o 
6 IPWQno 
OF COLLECTING BY MAIL 


The mailbox can be your best collection aid. 
Here are some ways to make the most of it 





By JOHN W. JOHNSON 


ARRY BROWN is two. tient every break if he sincerely 


months late on his last intends to pay up. 


payment,” your assistant tells “Let’s see, now, Miss Haw- 
you. “What do you want to do_ kins,” you answer. “We sent 
about it, Doctor?” Brown a statement last month, 


You sit and ponder. You know. didn’t we? Let’s send another 
that the chances of collecting next month and see what he 
any bill grow slimmer the longer does. I guess he'll be able to pay 
it remains unpaid. At the same _ by then.” 
time, you want to give the pa- Sound familiar? Unfortunate- 








The author is executive secretary of the American Collectors Association. 
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COLLECTING BY MAIL 


ly, that approach is all too com- 
mon in dental offices. Men with 
the most modern equipment and 
the sharpest technical skills still 
use collection methods out of the 
horse-and-buggy era. 

The best way to handle collec- 
tion problems is to take every 
reasonable precaution at the 
time credit is granted. This is 
where collection problems start 
—and where most can be avoid- 
ed. But we're already beyond 
that stage now. Harry Brown has 
received treatment, two state- 
ments have gone out, but no 
check has come in. 

It’s time to take action. A col- 
lection letter is the least expen- 
sive and the surest way of pre- 
senting your message to a delin- 
quent patient. It’s literally the 
heart of any good collection sys- 
tem. Your mailing schedule 
might run something like this: 

e A statement at the end of 
the month or thirty days after 
treatment. 

e A second statement plus a 
short reminder note thirty days 
later. 

e First collection letter thirty 
days later. 

© Second collection letter thir- 
ty days after that. 

The reminder need be nothing 
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more than that. Most of the peo- 
ple who neglect to pay the first 
bill are simply negligent and 
careless bookkeepers. All you 
have to do is call your bill to their 
attention. Anything more—at that 
time—would only irritate and an- 
noy, and might cost you more 
money than youd collect. 

As a starter you might con- 
sider something simple as this: 

“I notice that you missed your 
last payment. Would you please 
clear it up now?” 

Or this . . 

“Just a reminder that your 
last bill hasn't been paid yet. 
We'd appreciate receiving your 
check as soon as possible.” 

If you know something about 
the patient, you might try to add 
a personal touch to your letter. 
Last year, a Maryland dentist 
treated a prominent civic leader 
and churchman. The dentist was 
surprised to find that two routine 
statements were ignored. 

He made up another bill, and 
wrote across the face in long- 
hand: “The laborer is worthy of 
his hire.” 

The Biblical quotation hit just 
the right note. The patient sent 
his check in immediately, and 
still chuckles as he retells the in- 
cident. 
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THE 


“FINISHING 


TOUCH” 


Because nutritional deficiencies are now known to contribute to oral disorders, 
modern management techniques include comprehensive dietary supplemen- 


tation. GEVRAL Capsules provide the “finishing touch” 


to your therapy. Your 


patients will get more than the minimum daily requirement of essential 
vitamins and minerals on a dosage of only one dry-filled capsule per day: 
[] Supplied in attractive dining-table jar of 100, and bottles of 30 and 250. 


Each capsule contains: 
Vitamin A 

(Acetate )5,000 U.S.P. Units 
Vitamin D. 500 U.S.P. Units 
Vitamin Bie with AUTRINICR 

Intrinsic Factor Concen- 

trate . 1/15 N.F. Oral Unit 
Thiamine 

Mononitrate (Bi)... 
Riboflavin (Be) 


Niacinamide 


Pyridoxine HCl (Be) 0.5 mg. 
Ca Pantothenate 5 mg. 
50 mg. 
50 mg. 
50 mg. 


Choline Bitartrate . .. 

Inositol 

Ascorbic Acid (C)... 

Vitamin E (as tocopheryl 
1 


1-Lysine 
Monohydrochloride. 
Rutin 


O1L.U. 


25 mg. 


Ferrous Fumarate (Elemental 

iron, 10 mg.) .... 30.4 mg. 
Calcium (as CaHPO,)145 mg. 
Phosphorus 

(as CaHPO,).... 
Copper (as CuO) 
Fluorine (as CaF 2) 
Manganese (as MnO:z) 
Magnesium (as MgO). 
Potassium (as K2eSO.) 
Zinc (as ZnO) 


110 mg. 
1 mg. 
0.1 mg. 
1 mg. 
1 mg. 
5 mg. 
0.5 mg. 


LEDERLE LABORATORIES, A Division of AMERICAN CYANAMID COMPANY, Pearl River, N.Y. QD 








COLLECTING BY MAIL 


An Illinois dentist fitted a den- 
ture for an aging laborer. The 
man ignored the first statement, 
but when he received the second 
he paid up. On it the dentist had 
written: “I'll bet you're quite a 
ladies man now, with those 
beautiful teeth.” 

The man wasn't, but he loved 
having someone think so. 

If you get no answer for a 
month after your reminder note, 
it’s time to send out a collection 
letter. Generally, the thing to do 
now is ask if there’s any reason 
your previous bills have been ig- 
nored. For example: 

“You've always paid _ so 
promptly in the past. Is there 
any reason why you're late now? 
Please phone me or drop into the 
office. I'm sure we can iron out 
any misunderstanding and, if 
necessary, arrange payment 
terms that will be satisfactory to 
you. 

es ss 

“If we can be of any help to 
you in settling this account, 
please let us know. Perhaps 
youve been waiting until you 
could pay the entire bill at once, 
and some unexpected circum- 
stances have delayed you. If so, 
I think we'd both feel better if 
we talked about it frankly. Won't 
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you please drop into the office 
as soon as possible.” 

If you get no results from that 
after another month, send a sec- 
ond letter out. This one should 
carry some appeal—some reasons 
why the patient wou!d want to 
pay his bill. You can aim it at his 
pride, his self-esteem, his fears, 
his honesty—take your pick. 

For example, a Florida dentist 
had a race track addict among 
his patients. The man was chron- 
ically broke, and two collection 
letters went unanswered. Final- 
ly, the dentist wrote him: “I put 
my faith and bet my money on 
you. Have I picked a winner or a 
loser?” 

The man’s pride was touched 
and he paid up immediately. 

And if you want to appeal to 
the patient’s fear of the conse- 
quences, you could try a letter 
like this: 

“One of your most precious 
possessions is your credit stand- 
ing. I’m sure you wouldn't want 
to impair it. Yet, that’s what 
might happen because of your 
delay in paying your bill. I know 
that when I treated you, you 
fully intended to pay. If any- 
thing is preventing you now, 
why don’t we talk it over?” 

Now and again, even humor 
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can pay off in a collection letter. 
Witness the epistle used effec- 
tively by one West Coast dentist: 

“I once knew a man who put 
all his bills in a hat. At the end 
of the month he'd shake them 
up, pick the top six, and pay 
them. If you follow a system any- 
thing like that, may I at least 
hope that you’ve remembered to 
put my bill in the hat.” 

Such letters, if sent to the right 
person at the right time, some- 
times do work. But you'd better 
use them with care. A jocular 
letter that would hit home with 


the town wit might not go over | 


so well with the school librarian. 

What if the patient refuses to 
pay after your second letter? By 
now, the bill might be four or 
five months old, and that’s about 
as long as any bill should ride 
before being turned over for col- 
lection. So it’s time for one final 
letter, brief and to the point. One 
example: 

“Your account is now five 
months overdue, and you have- 
n't answered my repeated state- 
ments and letters. My auditor 
insists that I turn your account 
over to a collection agency. Un- 
less I receive your check within 
five days, I'll be forced to do 
exactly that.” 








COIN-OPERATED 
WESTINGHOUSE 


equipped 


DRYCLEANING 
=P STORES > 


profitable, spare time 
por for busy doctors 


*) ing coin- operated 

drycleaning busi- 

ness is ideal for the 

busy doctor with 
money to invest and who wants to build 
capital equity. It requires a minimum of 
time and attention and, once established, 
practically runs itself. 


Westinghouse coin-operated Drycleaning 
machines provide a service everyone 
needs and which is not duplicated in the 
home. The market is immense and the 
profit potential is excellent. Customers 
measure their savings in dollars 
every time they visit a Westinghouse 
equipped, coin-operated drycleaning 
and/or laundry store. 


ALD has helped establish over 13,000 
successful, coin-operated Westinghouse 
Laundromat® equipped stores. ALD can 
help you get into the coin-operated dry- 
cleaning business quickly, easily and with 
modest investment. No previous expe- 
rience is required for success in this 
simple, new, do-it-yourself business. 


Get the facts and get them straight from 
the leader. Write today for your free copy 
of the fact-filled, 20-page ‘‘Progress Re- 
port: Coin-Operated Laundry and Dry- 
cleaning Stores.” ©ALD, Inc. 1961 


ALD, Inc. 


7045C North Western Avenue 
Chicago 45, Illinois 
OFFICES IN PRINCIPAL CITIES 
ALD CANADA, LTD., 
25 Belfield Rd., Rexdale (Toronto) 


“You can be sure...if it's Westinghouse” 











COLLECTING BY MAIL 


Those letters are samples of 
ones that can and have worked 
effectively. They're not perfect; 
no collection letter is. A letter 
that draws a check out of one 
man will wind up in someone 
else’s waste paper basket. With a 
little knowledge of your pa- 
tient’s social, educational, and 
economic background, you can 
improve on any form collection 
letter. Here are the four princi- 
pal rules for collection letter 
writing: 

1. Write your letters so they 
appeal to your patient—not so 
they appeal to you. Talk his lan- 
guage. 

For example, don’t say, “The 
balance on your account has be- 





come delinquent. Please forward 
a satisfactory remittance.” 

People don’t talk that way 
now, and never did. You can say 
the same thing this way: “You're 
behind on your bill. Please make 
payment now.” — 

Write in language and terms 
that your patients are familiar 
with—the same language you use 
with them while they're in the 
dental chair. There’s no advan- 
tage to using stiff, legalistic 
phrases such as “We beg to ad- 
vise,” “Yours of the 23rd instant,” 
or “We shall esteem it an honor.” 
Such words have gone the way 
of the roll-top desk. 

2. Use the “you” approach. 
Don’t say “We granted, we gave, 





complish the following: 


of all follow-up letters. 





Your Collection Records 


In collecting the money due you, proper records are 
vital. However you set your system up, it should ac- 


e@ Tell you every step in the collection process, 
from initial treatment until final settlement. 

e@ Bring past-due accounts to your attention auto- 
matically, by colored tabs or some other method. 

e@ Segregate your accounts into (a) current, (b) 
past due, and (c) credit suspended. 

@ Tell you the date bills were sent, and the dates 
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we have extended, we this and 
we that.” Put the patient in the 
letter by saying, “You received, 
you can, you will want to,” etc. 

That all stems from the key 
psychological fact that people 
are more interested in them- 
selves than in anything else. 
Also, a you-directed letter shows 
that youre more concerned 
about the patient than you are 
about yourself. 

3. Use at least one motivating 
factor. Your patient has already 
received your services and so get- 
ting what he wanted or needed 
from you is no longer a motivat- 
ing factor. Your letter has to point 
out some way in which he will 
benefit further or will be better 
off for paying your bill at once. 

I mentioned the key appeals— 
pride, self-esteem, honesty, fear 
—earlier in the article. Generally, 
it’s best not to include too many 
different appeals in the same let- 
ter. If you do, the letter is apt to 
be scrambled and_ disjointed. 

Notice that one possible rea- 
son for prompt payment hasn’t 
been mentioned—the advantage 
to you, the dentist. Such a line 
as, “I’m sure you realize that 
prompt payment is necessary to 
maintain the efficiency of my of- 
fice,” is likely to fall with a dull 
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thud. You may as well face it. 
The delinquent patient is much 
more concerned about the state 
of his bank balance than he is 
about the efficiency of your of- 
fice. Your letter must point why 
it is to his advantage, not yours, 
that he pay up promptly. 

4, Pin it down. Make sure the 
patient knows exactly what he 
should do, when, where, and 
how. 

It’s a good idea to give the pa- 
tient the choice of paying by 
check or by cash, by mailing it 
to the office or bringing it in. And 
if you desire, you can give him 
the choice of paying all at once 
or in installments. 

But your letter should make it 
clear that he has no choice about 
one thing. The bill must be paid 
in full. END 





Check Your Address 


Are name and address correct in 
check 


now! In event of error, clip label, 


label on wrapper? Please 
correct, and return, so you will con- 
tinue to receive DENTAL MANAGE- 
MENT each month. 


Mail to Dental Management, Ridge- 
way Center Bldg., Stamford, Conn. 
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Erecting your own professional building 


By BERTRAM BLUM, D.D.S. 


T least once in every dentist’s 

life comes the urge to build 
his own professional office build- 
ing. Most men sit quietly until 
the feeling wears off. I went 
ahead and built. 

After two hectic years spent 
buying land, arranging financ- 
ing, working with an architect, 
and wrestling with a contractor, 
I had my office building. It gives 
me three operating rooms, five 
recovery rooms, a_ sterilizing 
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won't save you any great amounts of money. But there 
are other rewards, this dentist has found 





room, a dark room, a large re- 
ception room, a business office, 
personal office, a nurses’ lounge, 
a ten-car parking lot, and an up- 
stairs office that I rent out. 
Was it worth the money and 
the effort? I regrets, 
though, I'll admit, I had no idea 
what I was getting into. Some of 
my enthusiastic colleagues cool 
off once I tell them the harrow- 
ing details of the building. Youll 
find out all about those pitfalls 


have no 
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soon enough if you do decide to 
build. 

Why did I, personally, take 
the step? After being in practice 
for several years, I had to have 
larger, more efficient offices. 
When I checked rental locations, 
I found it impossible to get what 
I wanted, with enough parking 
to accommodate my patients. So, 
somewhat innocently I'll admit, I 
started hunting for land. 

The first thing I discovered 
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‘was that, in this day of inflated 


land values, every real estate 
owner was looking for a victim 
rather than a customer. Invaria- 
bly, the price quoted to me was 
double the current (already 
bloated ) cost of the land. Since I 
had to build in the area where I 
practiced, the real estate people 
felt I was on the spot (and I 
was). In the end, I had to pay 
about $3 a square foot for the 
land. 
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Then I rapidly learned some- 
thing about construction costs. A 
one-story, semi-fireproof struc- 
ture in most metropolitan cen- 
ters runs from $25 to $30 a 
square foot. In small towns and 
rural areas it’s much less. You 
can bring the cost per square foot 


down by putting up a two-story 


building, but, of course, the 
larger building will cost you a 
lot more money. 

It wasn't until after I'd bought 
the land and started construction 
that I learned a few other inter- 
esting facts. An airplane had 
cracked up on my land, which 
was the only reason it was up 
for sale. The builder found parts 
of the plane, buried deep in the 
ground, while he was excavating. 
And he uncovered the plane's 
oil tank, still filled with oil and 
sealed. We covered it up and 
left it there in the ground. 


Biggest Surprise 


The next thing I heard about 
was my city’s building code. It 
requires that professional build- 
ings be semi-fireproof. That add- 
ed substantially to the cost. 

The biggest surprise of all 
came when I tried to arrange the 
mortgage. I was told that a doc- 
tor’s professional building is con- 
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“There are easier, more profitable 
ways to invest than an office build- 
ing,”’ says Dr. Blum (above). ‘‘But it 
has other advantages.” 


sidered a poor risk, since it’s so 
specialized. On resale, it often 
brings much less than the con- 
struction cost. The most the bank 
would lend me was half of the 
total cost of the land and the 
building. And I had only. fifteen 
years to repay the loan, not the 
twenty-five or thirty years you 
can get on a home mortgage. 
Inevitably, the building took 
longer to construct (by about 
two months) than I had planned 
on. And the cost was a good deal 
higher. The pull to add extras 
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Dr. Blum’s building cost 40 percent more than he expected, and took 





months longer to erect. But, he says, “I have my building planned my 
way—the way I’ve always wanted—with no landlords to cope with.” 


and conveniences as you go 
along is almost irresistible. 

The problems didn’t end when 
the building was completed. I 
was a landlord now, with a sec- 
ond story to rent out. My ten- 
ants, several lawyers, and I, have 
had some warm discussions on 
whether theyre guaranteed 
parking place in my lot. 

Soon after I moved in, my of- 
fice was burglarized—another lit- 
tle hazard that professional of- 
fices are heir to. They obviously 
catch the eye of a crook, I dis- 
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covered, since they were de- 
signed to catch the eye of pa- 
tients. Putting in a burglar pro- 
tection system was another big 
unexpected bill. 

Those were only some of the 
headaches but, as I've said, I 
have no regrets. I have my pro- 
fessional building planned my 
way—the way I’ve always want- 
ed it. I have all the operating 
rooms, recovery rooms, and other 
offices that I need. I've set up a 
circular traffic system so I can 
handle operative and postopera- 
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tive patients simultaneously. 

I have no landlords to cope 
with when my lease runs out. My 
office costs remain fixed, while 
those of my colleagues are zoom- 
ing. My building costs about $3 
a square foot a year to maintain, 
including payments on the mort- 
gage. Comparable office space in 
my area, Jamaica, New York, 
now rents for at least $4.50 a 
square foot. 

Most important of all, my pa- 
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tients can satisfy their oral surgi- 
cal needs in greater comfort and 
convenience. From the moment 
they enter the carefully designed 
reception room until they leave 
the business office, they're aware 
the entire building has been cre- 
ated to serve them. 

What have I learned from 
building my own office? Seven 
important points, that I pass 
along to you: 

1. Don't build until youve 
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“Why don’t | see you twice a year?” 
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FOR JACKETS, | 
CROWNS AND | — 
BRIDGEWORK 


Tenet 


the smoooooth zinc phosphate cement 
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preserves 
tooth-color harmony 


Try TENET — and discover the smoothest 
cement you ever mixed. It allows you 
ample working time . . . flows like heavy 
cream . . . gives you a hair-thin, dense 
seal that resists the action of saliva. 


Order through your ACHATITE dealer 
today or write for detailed literature 


TENET is another quality product from 
the manufacturers of ACHATITE, the rein- 
forced silicate for esthetic anterior fillings. 





Try TE NET foday—| 
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VIVADENT CORP. 


/ you'll see and feel 
30 Pine St., Woburn, Mass egress oer 


the difference! 
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trols in each office. 


5 
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“I'm gladl... 


Installed a hi-fi system with individual volume con- 


Put vinyl paper on all the walls. It can take a lot of 
abuse and still remain attractive. 


Set up a circular traffic system, so | can handle op- 
erative and postoperative patients at the same time. 


4 Put in a basement, plus a bathroom downstairs. 


Hired an architect experienced in designing profes- 
sional buildings, and a trained dental designer to 
lay out the operatories.” 





been in practice several years, 
long enough to know what facili- 
ties you want and need. 

2. Take particular care in 
picking your location. You'll be 
with the building for a good, 
long time. And if it turns out to 
be a poor spot for a practice, how 
much would the building fetch 
on a sale to another dentist? 

3. Make a thorough search of 
building and zoning regulations 
before you buy the land. That'll 
cost you money, but it may avoid 
some disastrous mistakes. Strin- 
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gent building code requirements 
can raise expenses considerably. 

4. Hire an architect experi- 
enced in designing professional 
buildings. special 
problems that an inexperienced 
man may not be familiar with. 

5. Make sure you have enough 
money. You won't be able to bor- 
row more than 50 or 60 per cent 
of the cost from a bank. And, of 
course, youll have the extra ex- 
pense of furnishing and buying 
additional equipment for your 
office. 


rr 
There are 
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“I’m sorryl... 


Underestimated the cost of the building, by about 
40 per cent. 


te 


s , 


Used vinyl tile on the floor. It’s too soft and ¢ é 
maintain a polish. 


Made no provision for future expansion. 


Put the basement under only half the house. A full 
basement would have been better. 


hb © WN 


Put in a hot air heating system. A hot water system 
5 would have been cleaner and much easier to bal- 


ance.” 











6. Dont pick a builder only 
because he’s the lowest bidder. 
Check his reputation also. A 
shoddy builder can find a hun- 
dred ways to cut costs and cor- 
ners to make up for his seeming- 
ly low bid. 

7. Put a penalty clause in your 
construction contract, charging 
the builder, say, $100 a week for 
every week of delay past the 
promised completion date. 

I can’t call my building a rous- 
ing financial success. I figure I'm 
getting only a so-so return, about 
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6 per cent, on the cost of build- 
ing the upstairs office which I 
rent out. 

If you approach the idea of 
erecting an office building as an 
investment in real estate, I don’t 
think you'll ever be happy with 
it. There are easier, more profit- 
able ways of investing your sav- 
ings. But if you want to stabilize 
your shelter costs, to be free of 
leasing problems, and to have a 
dream office of comfort and con- 
venience for yourself and your 
patients, build by all means. END 
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CROSS SECTION SHOWING HOW 
STIM-U-DENTS FORM A PERFECT FIT 
IN THE INTERPROXIMAL SPACES. 


MAGNIFIED CROSS SECTION 
OF STIM-U-DENTS SHOWING 
POROUS, COMPRESSIBLE 
STRUCTURE. 





PLAY AN IMPORTANT ROLE 


in good interdental hygiene, so vital to good gingival health 


Leading periodontists agree that local irritation caused by food residues 
in areas not ordinarily reached by the toothbrush are an important con- 
tributing factor in periodontal disease . . . Not only is the cleansing effect 
of STIM-U-DENTS useful in the treatment of these diseases, but they are 
also helpful in the maintenance of optimum gingival health, and are 
so convenient to use after eating. 


If you're not using STIM-U-DENTS in your practice, send for a supply 
of FREE SAMPLES today. You'll find they are a valuable adjunct to 
treatment. 










Silat eon ag oneraymabamchammaaa se sauce reek elnen acinar naman iad a 
| Stim-U-Dents, Inc., 14035 Woodrow Wilson, Detroit 38, Mich. . 
[_] Send Free Samples for patient distribution. DM-12-61 ! 
1 Dr. 

| Please enclose your Professional Card or Letterhead 

I 








Address 
| City Zone State__. | 


STIM-U-DENTS 
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Not diamonds but cash 
is a girl’s best friend. 


The vote is unanimous. 


By PRINCINE MERENDINO 


OW that Christmas is pop- 
ping out in red on your 
calendar, are you again wonder- 
ing what to do for your staff? The 
same old questions: Shall you 
give gifts—maybe gloves or per- 
fume would do? Or a bonus—if so, 
how much? Time off—before or 
after Christmas or both? 
DENTAL MANAGEMENT ran a 
spot check of the people most 
intimately concerned, dental as- 
sistants, to find out what they 
really want for Christmas and 
why. We also asked several prac- 
consultants 


tice management 
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CHRISTMAS | 


what you should give according 
to the “going” customs. With this 
as your guide, you can don the 
Santa Claus garb with confi- 
dence and aplomb this year. 


the dental assistants, 
one message rang forth as loud 
and clear as the Christmas bells. 


From 


Cash, good old cash, in sums 
large or small, is preferred over 
any other gift you might have in 
mind. 

Why were the girls so adamant 
about that? A series of unsuit- 
able gifts, year after year, was 
beginning to take the Merry out 
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of Christmas. Last Yuletide 
brought forth items like: 

“Pajamas, flannel at that, and 
too big.” 

“A spoon holder for the stove. 
I don’t even cook.” 

“An expensive pocketbook. So 
expensive I’ve nothing to wear 
with it.” 

“A bottle of Scotch. I've 
worked for him for five years, 
and I have five bottles of that 
iodine at home.” 

“Bathroom towels. Wrong col- 
or.” 

How much of a cash bonus 
would be reasonable at Christ- 
mas? Most of the girls volun- 
teered that their employers gave 
them a week’s salary. Others re- 
ceived bonuses ranging from $25 
all the way up to $350. 

The assistants agreed that 
there couldn't be any flat rule for 
all offices and all employes. 
“Some girls receive larger sal- 
aries than others,” said one as- 
sistant. “If they're treated well 
throughout the year, of course 
they may receive a smaller bonus 
at Christmas.” 

The assistants also agreed that 
some consideration should be 
given to seniority. “I've worked 
eight years in my office,” another 
assistant said. “Yet the doctor 


30 


“WHAT | WANT FOR CHRISTMAS!’ 








gave a new girl exactly the same 
Christmas bonus. I felt this was 
most unfair.” 

Of course, there’s always the 
possibility of a certain amount of 
bias on the part of the dental as- 
sistants. How do the independent 
management consultants 
about it all? 

They concur with the assist- 
ants right down the line. Says 
one flatly: “Give each member 
of your staff cash. But don’t com- 
mit yourself to set amounts each 
year or anticipate another year. 

“As for time off, most doctors 
give Christmas and New Year's. 
Nothing else is necessary. But if 
you'd like, since Christmas week 
is extremely slow, it might be a 
good time to give a week’s vaca- 
tion with pay, in lieu of a bonus. 
You're paying the salary anyhow 
without getting much work for 
it. This way you take care of the 
Christmas bonus and make your 
assistant think you're next in line 


feel 


to the Angel Gabriel. It’s a 
thought.” 
Said another management 


consultant: “Personal gifts, even 
perfume, place a business rela- 
tionship on a less formal basis, 
and this we frown upon. Cash 
bonuses are most desirable. The 
size is determined more or less 
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by the worth of the girl, how 
loyal and dependable she is and 
how long she has been there. 
And above all, whether the dent- 
ist can afford it. 

“If he can afford it, a week’s 
salary is fairly standard. How- 
ever, if the dentist pays a girl a 
high weekly wage such as $75 or 
$85 a week, then a $25 bonus is 
considered adequate. 

“Time off must vary each year 
depending on the date on which 
each holiday falls. Most doctors 
are becoming more relaxed and 
are also taking off the day before 
Christmas.” 

By now, you have a fair idea 
of what dental assistants and 
practice management consultants 
think about time off and bonuses 
for Christmas. What if you still 
prefer to give a present instead 
of cash? Here are some gift sug- 


Misess 


gestions that show thought for 
the individual, yet retain the 
business relationship of your of- 
fice: 

For the assistant living near a 
large city, a couple of theater 
tickets, plus a check to cover din- 
ner, is a nice gesture. 

There are monthly subscrip- 
tions for girls with special inter- 
ests—a record of the month for 
the music lovers, book of the 
month or magazine subscriptions 
for the bookworms, flower of the 
month for the flower fanciers, 
food of the month for the gour- 
mets, and many others. 

Get the idea? There are ways 
to buy unique presents that are 
thoughtful and useful. But re- 
member, as far as most dental 
assistants are concerned, there’s 
just nothing like money, MONEY, 
MONEY!!! END 





“What’s wrong with that assistant of yours?” said a new 
patient named Mary Wheeler. “I told her I had a tooth- 
ache and she flatly refused to believe me.” 

I glanced at the record card my girl had given me. It 
was for another Mary Wheeler, a woman I had treated 
the year before. I'd fitted her for full upper and lower 
dentures.—D.D.S., St. Louis, Mo. 
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TWO PRACTICE 


booklet, 


on request 




















ALDS 


... for long-term patient cooperation 






Education builds cooperation 
“HOW TEETH GROW" 


This office teaching-aid helps you to explain 
to parents, graphically, why it is essential to 
keep deciduous teeth healthy. The changing 
pattern of dental development (from age 4 to 
12) is shown with anatomical drawings on 
transparent overlays. Parents see why they 
must begin to cooperate fully with your total 
program of regular office visits and proper 
home care. 


Results maintain cooperation 
CREST TOOTHPASTE 


After patients start a program of regular care, 
results play the key role in maintaining their 
enthusiasm, as you know. For best results, 
the use of all proven preventive measures is 
indicated. When it comes to dentrifrices, 
only one—Crest—has proved that it can help 
you to show your patients better results from 
your preventive program. (In extensive clin- 
ical tests, Crest reduced decay 21% to 49%, 
depending on conditions of use.) Your rec- 
ommendation of Crest adds significantly to 
the overall effectiveness of your preventive 
service, helps maintain long-term patient 
cooperation, 


How to get your office copy of '‘How Teeth Grow” 





Ask your Crest Professional Services Representa- 
tive or write on your card or letterhead to: 


PROCTER & GAMBLE / PROFESSIONAL SERVICES DIVISION / P.O. BOX 52/ DEPT. KK CINCINNATI 99, OHIO 





Most men start trying to save 
taxes too late. The time is now 


By RONALD KING, LL.B. 


N a few months from now 
you'll come to grips with a 
familiar foe—Form 1040. It’s due 
by April 15 of next year. But the 
really important tax deadline 
comes long before then, on De- 
cember 31, 1961. 
On that date your books close 
for this year. Nothing you can do 
after then can change the figures, 
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TACTICS Can Save 


Now, you still can. Within limits, 
you can control whether your in- 
come for the next two months 
will land in 1961 or in 1962. And 
you can shift some income from 
one year to another in a way 
that'll help reduce your tax bill 
next April—and even in April of 
1963. 

How so? The graduated in- 
come tax rates are the answer. 
Each dollar you earn in Decem- 
ber may cost you 30 cents in 
taxes. Then again, it may cost 
you 50 cents, 20 cents, 62 cents, 
or 43 cents. Everything depends 
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You Money 


on how many other dollars you’ve 
already earned this year. 

When it comes to taxes, it’s 
much better to earn $15,000 in 
each of two years than it is to 
earn $5,000 one year and $25,000 
the second. In the first case, you'll 
pay a total two-year tax of $7,- 
240; in the second you'll pay 
$8,2' 

So your course of tax action for 
this next month is clear: First, 
estimate your net income for this 
year. Second, make an informed 
guess as to what your 1962 in- 
come will be. 
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If they’re likely to be about the 
same, there’s no reason to shift 
income from one year to an- 
other (though, as we'll see later, 
there are some other important 
tax steps you can take). But if 
there probably will be a big dif- 
ference between your incomes 
for the two years—at least a cou- 
ple of thousand dollars—it’s time 
to try and level them off. 

Of course, you cant always 
know what direction your income 
is going to take. But sometimes 
the signs are pretty clear. Con- 
sider, for example, a dentist I'll 
call Dr. Phillips. Earlier this year 
he moved his practice to another 
city. Expectedly, things were 
slow for a while and the expenses 
of the move were high. His prob- 
able net for 1961: about $10,000. 
But now his practice is growing 
smartly, and he figures he might 
clear $17,000 or $18,000 next 
year. The dollars he earns in 1962 
will be taxed at a top rate of 34 
per cent. But if he can shift some 
of that income to this: year, it'll 
be clipped at a rate of only 26 per 
cent. 

How to go about it? Here are 
some of the possibilities: 

1. Accelerated billing. Dr. 
Phillips plans to send out his De- 
cember bills a little early, a week 
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YEAR-END TAX TACTICS 


or so before the end of the 
month. That way, at least a part 
of his December charges will be 
paid before the end of the 
month. Any checks that arrive by 
December 31 counted as 
1961 income. And the doctor is 
doing whatever he can to en- 
courage his December patients 


are 


to pay cash at the time of treat- 
ment. 

2. Stepped up _ collections. 
This is the time, Dr. Phillips fig- 
ures, to launch that drive on the 
slow payers. He’s sending out let- 
ters right now to all delinquents. 
Toward the middle of the month, 
he'll follow that up with phone 
calls. 





3. Professional deductions. 
Here the doctor’s strategy is to 
delay all possible practice de- 
ductions until 1962—when his in- 


come and his tax rate will be 
higher. Once again, each dollar 
in deductions he claims for 1961 
will save him only 26 cents in 
taxes; in 1962 it'd save him 34 
cents. 

Naturally, Dr. Phillips is let- 
ting his stock of office supplies 
run low and deferring all other 
possible expenses. He’s letting 
the office redecorating job go for 
a month, and he’s also holding 
off on the new equipment he in- 
tended to buy. And on things he 
does have to buy right now, he’s 








WHEN IS INCOME INCOME? 


Any checks received during 1961 are counted as 196] 
income, even if you cash them after the end of the year. 
But there are two exceptions to that: If the check later 
bounces, it’s not counted as income until it’s actually paid 
off. And a check with a 1962 date on it is 1962 income, 
even if you receive it in 1961. 

The general rule is this: As soon as money becomes 
yours for the taking—whether or not you actually do take 
it—it’s counted as taxable income. 

As for the expenses you pay, a check mailed or de- 
livered on December 31 can be deducted on your 1961 
return, even though it’s not cashed until 1962. 
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e New figure-fitting contour 
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support. 

e New headrest... softer, 
pillow type with satin chrome 
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e New sure-lock trouble-free me- 
chanical mechanism for. back 
rest adjustments. 


New complete line of colorful, 
longer lasting stain resistant 
material in 12 pastel shades. 
© Can be installed by your equip- 
ment dealer in a matter of 
minutes. 

Modernize your office — try a 
Dansereau Dental Chair TODAY. 
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YEAR-END TAX TACTICS 


letting the bills ride until after 
January 1. After a chat with his 
landlord, he got permission to 
delay his December rent pay- 
ment for a month. 

The doctor's accountant told 
him that any notes he signs now 
are deductible when they re paid 
off next year. And his accountant 
also warned him to write off the 
improvements in his new office 
under the straight-line method of 
depreciation, and not to claim 
the 20 per cent deduction al- 
lowed for the first year. That, 
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Send $1, with this ad, 
your name, address. New 
readers only; subscrib- 
ers covered. 


STANDARD & POOR'S 


Serving Investors 101 Years 


345 Hudson Street, New York 14, N.Y. 
A429-242 


too, will put much more of his 
deductions off until 1962 and la- 
ter years, when they'll save him 
the most money. 

4. Personal deductions. Again 
the doctor’s goal is to delay all 
possible personal deductions un- 
til 1962. And personal deduc- 
tions are even easier to control 
than business expenses. 

Easiest of all are the doctor's 
charitable contributions. Each 
Christmas in the past, he’d made 
a big contribution to his church. 
But this year he’s sending in a 
pledge. He'll mail in the check 
on January 2. 


The doctor's mortgage pay. 
ments usually come due _ the 


twentieth of the month, but he'll 
send his check in early in Jan- 
uary. That'll push the deduction 
for one month’s interest off until 
1962. 

All personal deductions—such 
as state and local taxes, interest, 
medical expenses, casualty loss- 
es, contributions—are deductible 
in the year they're actually paid. 
So if any such bills come in be- 
tween now and the end of the 
year, hell wait until January to 
pay. 

All told, Dr. Phillips figures he 
can shift close to $3,000 of in- 
come from high-taxed 1962 into 
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Question: 


How Well Organized Is Your 


Dental Practice? 





Use of the KELLNER SYSTEM promotes complete 
dentistry for more patients . . . more leisure time 
and higher income for the dentist . . . removes the 
cause and burden of undue pressure surrounding 
the practice 


Experience is the KEY to success 

The KELLNER SysTEM serves the dental profession with complete prac- 
tice administration guidance and counsel. A full knowledge of dentists 
needs combined with sound business principles and experience best quali- 
fies the KELLNER SySTEM to provide the kind of assistance needed for 
a well-run dental practice serving the needs of its patients and the community. 


Many benefits to the dentist 


The KELLNER SysTEM completely organizes the practice on a sound, 
business-like basis that allows the dentist to spend more actual time prac- 
ticing dentistry — his economic mainstay — less time with unproductive 
activities. Resulting benefits include increased productivity, improved 
dentist-patient relationships, greater practice growth, more leisure time, 
higher gross and net income and financial security. now and in the 
years ahead. 


Proved by use 

The KELLNER SystTeM has been serving the dental profession for over 
fifteen years. Dentists using the KELLNER SysTEM have increased their 
net incomes from 20-100% and more. The cost of the KELLNER SYSTEM 
is modest and is paid for out of guaranteed increased earnings. Send coupon 
for more information. No obligation. 
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YEAR-END TAX TACTICS 


low-taxed 1961. True, he'll have 
to pay an extra $820 on his 1961 
tax bill. But hell save himself 
over $1,000 on his 1962 return. 

If your situation is just the op- 
posite—that is, you expect 1961 
income to be higher than 1962's 
—you can take just the opposite 
tack. You can delay sending out 
some of your bills, and you can 
accelerate some of your deduc- 
tions. For example, you could 
stock up on your office supplies, 
buy the new professional equip- 
ment you'll soon be needing, and 
pre-pay some of the interest and 
local taxes that would ordinarily 
come due in 1962. 


Legal Limits 

Of course, there are legal and 
practical limits to how far you 
can go in delaying income. 
There's no sense at all in delay- 
ing collections if it'll risk delin- 
quency, or in buying unneeded 
equipment. And under the law, 
you can’t prepay rent, wages, or 
your own personal medical ex- 
penses. 

As I said, income shifting 
makes sense only if you expect a 
sizable gap between your 1961 
and 1962 earnings. But even if 
your income will be level as a 
bowling alley, you may be able 
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to save yourself some important 
tax money if you move swiftly 
and wisely within the next thirty 
days. How? By the way you han- 
dle your personal deductions. If 
bunching your taxable income is 
bad, bunching your personal de- 
ductions can be good. Here's 
why: 

The law allows you a flat 
amount for your personal deduc- 
tions—10 per cent of your ad- 
justed gross income, up to a max- 
imum of $1,000—if you don't 
itemize. Suppose your personal 
deductions have been running 
close to $1,000 a year. In a sense, 
they've been wasted. You could 
have claimed the same $1,000 
each year even if you hadn't 
paid a penny in deductible ex- 
penses. 

What to do? Consider han- 
dling your personal deductions so 
that the bulk of them falls in al- 
ternate years. Thus, one year you 
claim the standard $1,000 allow- 
ance. The following year, when 
you bunch your deductions, you 
itemize. 

Suppose, for example, you've 
been averaging about $1,000 a 
year in deductible personal ex- 
penses, and have been routinely 
claiming the standard allowance. 
And, well say, $500 of that 
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amount can be shifted from one 
year to another, at your will. 
This year, you-could postpone 
all possible deductions and claim 
the $1,000 standard allowance. 
Next itemize and 
claim $1,500. Thus, every other 


year youd 


year you could claim an extra 
$500 in personal tax deductions. 

You can go on that way indefi- 
nitely, claiming the standard de- 
duction one year, itemizing the 
next. 


Apart from shifting your in- 
come and deductions, there are 
three other steps you should con- 
sider taking within the next 
month to tidy up your tax affairs: 

1. Your personal exemptions. 
You're allowed a $600 personal 
exemption for certain close rela- 
tives you support, provided you 
pay for more than half their 
maintenance. So now's the time 
to check over the amounts you 
may have contributed on behalf 


Take Less Time..and the MPL. PLASTIC 
Skull...To Keep Staff Levels Up 





LIFE-SIZE 


Anatomically exact and complete in 
every detail, the MPL skull has been 
thoroughly checked for accuracy by 
professors in anatomy departments of 
leading dental and medical colleges. 
Formed of highly break-resistant 
plastic, it stays clean to the touch. Ink 
and crayon marks wash off easily. 


It can be a valuable aid to you, 

an improved medium to shorten and 
simplify explanations, to demonstrate 
quickly and graphically new or complex 
techniques. At your request we will 

be glad to send you complete 
illustrated information and prices on 
our several models. 
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YEAR-END TAX TACTICS 


of your parents, in-laws, or your 
children away at college. If 
youre close to the half-way 
mark, an extra $100 Christmas 
present may earn a $600 de- 
pendency exemption for you. 

2. Your gifts. You can give up 
to $3,000 each year ($6,000 if 
your wife joins you) to any ben- 
eficiary without becoming liable 
for a gift tax. If you don’t make 
the gift by year’s end, the exclu- 
sion for 1961 is lost forever. So 
sit down with your tax adviser 
and see whether it'd be to your 
advantage to make any addition- 
al gifts before the year closes. 

3. Your investments. Decem- 
ber is the traditional time to put 
your investment house in order. 
With some careful planning, you 
can squeeze the most tax-deduc- 
tion mileage out of your invest- 
ment losses, minimize the taxes 
on your investment profits, and 
put yourself in the best possible 
tax position for the future. And in 
the way you time your security 
purchases and sales, you can also 
help to level off your 1961 and 
1962 incomes. 

Tax selling is a tricky business, 
though. Unless you're really up 
on the law, you'd better get some 
help with it from your tax man 
or your broker. END 
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WANTED: 





Practice Pointers 


® from YOU 


® for other Dentists 


What's the best way you've ever found 
to increase your efficiency, service, and 
earnings through improved business man- 
agement of your office? You are cordially 
invited, Doctor, to share it with your fellow 
practitioners. 


DENTAL MANAGEMENT in this issue in- 
augurates a new feature, called ‘Practice 
Pointers,” designed to aid every dentist who 
wants to find a better way to handle his 
bookkeeping, patient relations, collections, 
and other management problems. 


Read “Consult the Team” on next page, 
then jot down your own best pointer in 150 
words or so. Mail to DENTAL MANAGE- 
MENT, Ridgeway Center Bldg., Stamford, 
Conn. For every pointer accepted for pub- 
lication, we'll pay the author $10. Send in 
yours today! 
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Consult the Team 


by A. Samuel Feldman, D.D.S., Philadelphia, Pa. 


Has this ever happened to you? After 
telling a woman what work has to be 
done, she answers, "I'd like to talk 
to my husband about it." Or, witha 
man, "I'd like to talk to my wife." 

I used to say, "Go right ahead." 

But not any more. So often, the diag- 
nosis I gave became garbled in the re- 
telling. The only thing the patient 
got straight was the cost. And an 
irate husband would get me on the 
phone with, “Jane says it'll cost $300 
to fix her teeth. Whatever for?" 

Or, the wife might call back and 
say to my dental assistant, "I think 
I'd better wait a while. My husband 
doesn't think it's essential." 

Now when a patient wants to get the 
approval of her husband, I say, "Fine. 
Bring him into the office. I'll 
explain my treatment plan to him, and 
then you can talk it over together." 
If the husband can't make it into the 
office, I phone him and explain. 

Once the patient's husband or wife 
understands the reason and the neces- 
sity for the treatment, the cost be- 
comes secondary. But only the dentist 
is qualified to explain it. END 
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Fow to Pick an 


The one you choose may well be the biggest 
single factor in your investment success. Here are the fe 


steps to take in, locating the right man 


HE right investment adviser 

can—almost literally—be 
worth his weight in gold to you. 
Today, many different groups 
are ready to serve you. 

Almost all stock brokers now 
offer recommendations as_ well 
as execute orders. There are in- 
dependent counselors ready to 
give you advice for a fee. Many 
banks have investment advisory 
departments. And a_ growing 
number of attorneys, account- 
ants, and practice management 





By PHILIP A. FISHER 


consultants are also equipped to 
offer investment information. 
Whom should you pick? 

For most dentists, it doesn’t 
matter at all whether one man 
can rush a buy order to the floor 
of the stock exchange thirty sec- 
onds faster than another. What 
does matter is how well the 
stocks are chosen. And that, in 
turn, depends on your adviser’s 
ability, experience, integrity, and 
the personal interest he has in 
you. To find the right man, these 


The author has headed the San Francisco investment firm of Fisher & Co., for almost thirt 
years. The article is adapted from his book, “Paths to Wealth Through Common Stocks,” 


© 1961 by Prentice-Hall, Inc., $4.95. 
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Investment Adviser 


are the five steps to take: 

Step 1. Divide all the people 
youre considering into two 
classes: (1) those who are fun- 
damentally more interested that 
their recommendations be _ to 
your financial benefit than they 
are in the fee or commission 
they'll make out of the deal; (2) 
those who are more interested in 
their immediate fee. Scratch ev- 
eryane who isn’t in the first group. 

How to find out who goes 
where? If you're a good judge of 
human nature, you won't have 
much trouble. Just keep your ears 
open during the preliminary con- 
versations. Listen to the way the 
transactions are’ proposed, and 
the reasons for them. Or, fall back 
on what you can learn about the 
man from other clients of his or 
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from people who know him so- 
cially. 

Naturally, investment 
adviser hopes to make money 
through you—either by charging 
a fee for his services or a com- 
mission for the orders he exe- 
cutes. But the right investment 
adviser is looking for a long- 
range, mutually profitable rela- 
tionship—not one quick commis- 


every 


sion in return fer one quick tip. 


Is Separate Fee Best? 

Stock brokers normally make 
money only when you take ac- 
tion—when you buy or sell a 
stock. So, it'd seem, a_ broker 
would exert constant pressure on 
you to trade securities. Would 
you be better off paying a separ- 
ate fee to an independent coun- 
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HOW TO PICK AN INVESTMENT ADVISER 


selor? Since he doesn’t collect 
commissions when you trade, his 
suggestions must be impartial. 

In theory, you are better off 
paying a separate fee for invest- 
ment advice. In practice, it does- 
nt always work out that way. 
True enough, brokers do have a 
vested interest in how much 
trading you do. But the influence 
of that varies tremendously be- 
tween one firm and another—and 
between different men within 
the same firm. 





REFLECT YOUR SKILL 


IN PATIENT COMFORT 
SEDADENT 


Socket Dressing 


BUILD PATIENT CONFIDENCE. 
Prevent aftermath of PAIN and in- 
fection with ALL extractions. DRY 
SOCKETS RELIEVED IN A FEW 
MINUTES. Sedadent is FULLY ef- 
fective for five to seven day periods 
—with simple extractions usually for 
the full healing period. Easy to use. 
Comfort for the patient; convenience 
and satisfaction for YOU. 


For further information call 
your dealer or write 


DURMA PRODUCTS CO. 


1501 Glenwood Avenue North 
Minneapolis 5, Minn. 
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There are countless brokers, 
working solely on a commission, 
who'll advise you on the basis of 
your best interests alone. Not 
that they don’t like money. They 
have good enough judgment to 
realize they must do well for a 
client to keep him as a client. So 
what a man calls himself—bank- 
er, broker, or counselor—has little 
to do with the quality of the ad- 
vice he'll give you. Judge the per- 
son and not his position. 

Step 2. Ask your prospective 
financial adviser about his invest- 
ment philosophy. Eliminate any- 
one whose long-range objectives 
are different than your own. 

There’s more than one way to 
profit in the stock market. It 
doesn’t matter whether your ad- 
viser’s ideas agree with the cur- 
rent fads. What is important is 
that he have some definite goals 
—and that you agree with those 
goals. 

Step 3. Ask the prospective 
adviser where he gets the infor- 
mation he uses as the basis of 
his recommendations. Find out 
what he, or the organization be- 
hind him, does to keep in touch 
with the companies he recom- 
mends. 

Does your adviser depend 
solely on published financial sta- 
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This advertisement is not an offer to sell or a solicitation of an offer to buy these securities. 
No offering is made except by a Prospectus filed with the Department of Law of the 
State of New York. Such filing does not constitute approval of the issue or the sale there- 
of by the Department of Law or the Attorney General of the State of New York. 
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PARTICIPATIONS IN 
GENERAL PARTNERSHIP INTERESTS 


Associates will own a Net Lease of the 
EMPIRE STATE BUILDING 


$10,000 Per Participation 


Where permitted by State securities laws, 
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Empire State Building Associates 
c/o LAWRENCE A. WIEN 
60 East 42nd Street, New York, N. Y. 





























tistics (which are available to 
everyone) or is he in a position 
to learn important facts before 
they become known to the finan- 
cial community. There’s a vast 
amount of information available 
to anyone who takes the trouble 
to get it. 
competitors, and former employ- 
es know a company’s strength 
and weaknesses. One or two such 
opinions may be distorted and 
misleading. But for an analyst 
who can collect and piece to- 


Customers, vendors, 










MEDICAL 
OXYGEN UNIT 


COMPLETE WITH 
CARRYING CASE 


READY TO USE 
360 LITERS 


D-SIZE 
CYLINDER 


Oxygen Unit includes cylinder full of Oxygen, 
safety valve, regulator with flow control (liter 
gauge) oxygen gauge, face mask, breathing 
bag and carrying case. 

Send for Free Pamphlet on the use and safety 
of Oxygen. (It will be mailed to you.) 


JOHN J. McKUNE & SONS CO. 
7435 N. Western Ave. Chicago 45, Illinois 
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gether bits of information, a sur- 
prisingly clear picture of the 
company will emerge—a picture 
you could never get from the 
company’s annual report or from 
its officers. 


Quantity or Quality? 


Don't confuse quantity with 
quality when it comes to financial 
information. Once, a _ leading 
brokerage firm deluged me with 
reports on a number of compa- 
nies. I singled out just one of 
them, about a company that I 
knew particularly well. There 
wasn't a thing in the report that 
wasn't obvious to anyone with a 
smattering of knowledge about 
the company. 

You may know enough about a 
company to judge the quality of 
your prospective adviser’s report 
on it. If not, try and find someone 
who does. No matter how wise an 
investor you are (or how wise 
your adviser is), you'll never do 
any better than the quality of the 
information available to you. 

Step 4. If you already own 
some stocks, ask your prospective 


-adviser for his opinion about 


them. 

This is the acid test. No one 
can have complete information 
about every stock. So, when 
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Each tablet yields one milligram fluoride ion. May be taken 
as an aspirin or dissolved in water or fruit juice. 


Cooperation by the parents is essential for maximum reduction 
of dental caries and should be stressed. Instruction that 
sodium fluoride tablets should be taken conscientiously 
throughout the period of tooth formation is important, 
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slapped with a list of stocks pre- 
viously bought by a new client, 
an honest adviser often has a 
tough problem. 

The adviser can tell the client 
to hold the stocks which have a 
good reputation, though the ad- 
viser doesn’t know much about 
them. Or, he can advise the cli- 
ent to drop the stocks, though 
they may be fine investments. Or, 
he can be frank and admit he 
doesn’t know much about the 
stocks, and let the client decide 
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whether to switch to other se- 
curities that the adviser is in a 
better position to watch. 

Usually, the investment man 
who'll admit he doesn’t know 
some things is the man you can 
trust to have thorough knowl- 
edge about something else. The 
boy to avoid is the self-confessed 
expert on everything. Never ex- 
pect an investment analyst to 
know all companies and all forms 
of investments. Never trust a 
man who says he does. 

Step 5. Learn as much as you 
can about the adviser’s record. 
Eliminate everyone whose record 
seems to be poor in comparison 
to the market as a whole. 

Often, it takes several years 
before stock investments prove 
themselves. So check perform- 
ance over periods of at least three 
years. 

How to find out about an ad- 
viser’s record? There’s not much 
point in asking for references 
from “satisfied users.” It'd only be 
human nature for him to pick out 
the people who've done well. 
But if you can locate any of his 
clients on your Own, you may 
learn a lot from them. 

Is it more important to learn 
the record of the particular brok- 
er or salesman youre dealing 
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with, or of the firm behind him? 
That all depends. Some invest- 
ment firms keep close control 
over what their representatives 
recommend. Others provide 
their people with basic invest- 
ment data and let each man de- 
cide what to recommend to each 
individual investor. Of course, if 
the adviser is free to make his 
own recommendations, his per- 
sonal record is what's important. 
In most éases, if you ask outright, 
the adviser will tell you frankly 
what his company’s policy is. 


I listed the adviser’s record 
last, though it’s obviously the 
most important single considera- 
tion. In fact, you might start your 
search by asking your friends and 
colleagues if they have an ad- 
viser who's served them well. 
Then, you could narrow down 
the list by applying steps 1 
through 4. 

There are many investment 
advisers, in all branches of the 
business, who could pass all five 
tests with flying colors. But if 
you ll look over the list, the larger 
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brokerage houses probably do 
have a slight competitive edge. 
They have the staff to investigate 
and keep track of investments, 
and usually have more contacts 
with top corporate management. 

But there are tremendous dif- 
ferences in the skill and efficiency 
of the different organizations in 
the investment business. Today, 
many of the small stock brokers 
and investment counselors are do- 
ing a much better job than some 
of their large competitors. 

It’s well worth your time and 
effort to find a good adviser. If 
you doubt it, try the “donkey” 
test. Take a pencil, stab twenty 
times at a stock quotation sheet, 
and check where the twenty 
stocks stood five years before. 
You'll be astounded at the varia- 
tions. Some will be half the price 
they were, some will have dou- 


bled or tripled. One or two may 
well have increased 1,000 per 
cent or more. 

No investment adviser can tell 
you what stock is going to rise 
three points this week, or what 
the “market” will do in the next 
month. But a good man should 
know enough about the securities 
he recommends so that, within a 
reasonable time, they'll do ap- 
proximately what he says they 
will. If he tells you a stock is a 
good investment it should rise 
more, not less, than the market 
as a whole. When he says a divi- 
dend is safe, it really should be 
safe. 

No one is right all of the time. 
But your investment adviser 
should be right most of the time. 
Then you have to be right only 
once: when you pick the man to 
be your adviser. END 
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I had advised the patient to go to the drug store and 
get an oxygenating agent to rinse his teeth, all of which 
were intact. He returned the next day without buying 
it. “The clerk refused to sell me the rinse you recom- 
mended,” he explained. “She insisted that I soak my 
teeth in Clorox, same as she does.”"—Brock S. Coulter, 
D.D.S., Maryville, Tenn. 


DENTAL MANAGEMENT 





eT 






concen Aatane si 


SF 


Washington Spotlight 








Prepare yourself for emergency lifesaving work, recommends the 
Office of Civilian Defense. You’d be pressed into serv- 
ice in case of nuclear attack. After training, you’d be 
expected to handle broken bones, bleeding, anes- 
thesia, burns, and emergency surgery. The use of den- 
tists “can be counted on to save innumerable lives in 
case of national catastrophe,” says Brigadier General 
M. C. Harlan, Air Force Chief of Dental Services. 


You can claim bigger deductions on your business trips, thanks to 
a new I.R.S. ruling. A reasonable allowance, it now 
says, is 15 cents a mile for the travel and $20 a day 
for subsistence. The old rates, applying before August 
14, were 1212 cents a mile and $15 a day for expenses. 


Hold off a month, if you can, on any new equipment purchases. 
You may qualify for a special break if you do. The 
Administration proposed an 8 per cent tax credit on 
equipment, but it failed to pass this year. But it’s al- 
ready cleared the Ways and Means Committee, and 
is likely to pass Congress next year. If it does, for every 
$1,000 of equipment you buy after Jan. 1 you'd get 
a tax cut of $80, in addition to depreciation. 


Drafted dentists have all the legal safeguards that applied to 
servicemen in World War Il and the Korean conflict. A 
man’s mortagage can’t be foreclosed or his car re- 
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possessed, without court approval, while he’s in serv- 
ice. The V.A. guarantees premiums on up to $10,000 
of his life insurance, and his Social Security credits 
continue to pile up. The Government is now calling 
154 dentists, due to the current military buildup. 


Government-insured loans are available to you if you want to 
finance a fall-out shelter. Cheapest way is an FHA 
home improvement loan—up to $10,000 for twenty 
years, at 6/2 per cent interest. But those deals are now 
hard to get. You may have to turn to a “Title I loan 
—up to $3,500 for five years, at 9.7 per cent. Or, the 
bank may permit you to refinance your home mort- 
gage to cover the shelter also. 








Are vou _ turning 
away patients be- 
cause your present 
laboratory does not 
make children’s fixed 
and removable appli- 
ances? 





Hawley Retainers 
Arch Expanders 

Space Maintainers 
Habit Appliances 


Lingual 
Appliances 


Bite Openers 
Positioners 

Crozat Appliances 
Activators 


Extra Oral Face 
Bows 





& 








LYND BROTHERS DENTAL LAB. 
2211 W. Compton Bivd., Gardena, California 


For information, prices and services, fill in and 
mail. 


gee ee eee 
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Contact: 
Dennis Allmen 
Children’s Department 
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Mail Order ‘Gyp’ 
Dear Sirs: 

I am more favorably impressed 
with your magazine as each issue 
arrives, and, with countless other 
dentists, I read it more than all 
other dental com- 
bined. Inasmuch as it has man- 
agement as its chief purpose I 
thought you'd be interested in 
the following, with a view to 
helping other dentists: 

Last June I “fell” for a mailed 
circular from an outfit in Cleve- 
land, Ohio, advertising a_ so- 
called new and improved high- 
speed contra-angle at $10 each on 
a ten-day trial “money-back 
guaranty. In the presence of 
two persons I opened the pack- 


magazines 


age and tried the contra-angles 
but found they 
heated up and were noisy; in the 
past I have discarded better in- 
struments. I returned them im- 
mediately and requested a re- 
fund, 


immediately 


I received no word and not un- 
til four months later when I com- 
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plained to postal authorities did 
I realize I had been “gypped.” 
I could not get my $20 back with- 
out a court battle, for by some 
kind of trickery they*kept within 
the law. Some law! 

I graduated in 1957. I think 
dental schools should give more 
time to helping poor gullible 
students in business matters. My 
loss has taught me to never pay 
for things in advance, and here- 
after only make purchases from 
ads in reliable periodicals or de- 
pendable supply houses. There 
is no protection from postal au- 
thorities on the “money-back” 
myth, and firms of whatever size 
know perfectly well a defrauded 
customer will rarely go to court, 
hire an attorney, lose time, etc. 

Bruce Wheeler, Jr., D.D.S. 
Red Bluff, Calif. 


© One of the cardinal principles 
of DentaL MANAGEMENT has 
been to protect and guide the 
dentist in economic matters. We 
strongly recommend that den- 
tists purchase materials and in- 
struments only from reliable 
dental supply houses and dental 
manufacturers such as those ad- 
vertising in DrtaL MANAGE- 
MENT.—Ed. 
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Collection Charges 
Dear Sir: 

Regarding the fairness of 
charging the patient for collec- 
tion fees, my office uses a stand- 
ard form for any dental work ex- 
ceeding $75. The patient agrees 
“to pay the legal rate of interest 
plus collection costs. q 

To my mind, the patient sign- 
ing this agreement does so out 
of his own free will and fully 
aware of the consequences if he 
does not live up to his promise. 
But even if a collection fee of 25 
per cent is added to the balance 
due, it’s almost impossible to re- 
cover the full amount. 

Suppose the amount owed is 
$100, and the collection charge 
is $25. The total to be collected 
is $125 and the collection agency 
takes 25 per cent of that total. 
That brings the amount due to 
the dentist down to something 
like $94. 

D.M.D. 


Lexington, Mass. 


Dear Sirs: 

Concerning Mr. L. B. Bignall’s 
letter about prepayment of sup- 
ply house accounts, his theory is 
very good but he makes a very 
misleading statement. His letter 
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would lead you to believe that 
2% saved on each monthly bill at 
the end of the year would make 
a total saving of 24%. This just is 
not so—24% of one month’s bill, 
yes, but only 2% of the annual 
bill. 
R. Leslie Arnett, D.D.S. 
Pasadena, Calif. 
© Which is what Mr. Bignall’s 
letter suggested.—Ed. 


Market Letters 


Dear Sirs: 

Mr. Zack’s _ straight-from-the 
shoulder article on tipster serv- 
ices certainly warrants the atten- 
tion of any would-be investor, 
and we want to endorse many of 
the cautions he lists. However, 
since we publish a market letter 
which meets most of Mr. Zacks’ 
criteria for making a wise selec- 
tion, we'd like to take issue with 
him on one point that may be of 
real importance to some of your 
readers. 

Our own Personal Investment 
Management Service accepts in- 
vestment portfolios as small as 
$10,000, and we know of many 
other companies that are more 
down to earth than Mr. Zacks’ 
figure of “upwards of $50,000.” It 
is in this lower range that the 
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greatest benefits of a managed 
investment program can be 
achieved. The investment is too 
small to warrant full-time indi- 
vidual management attention by 
the owner, and too big to permit 
the waste of a half-hearted in- 
vestment research program. Our 
free booklet explains the “how 
and why” of personal manage- 
ment programs and we will glad- 
ly send it to any of your inter- 
ested readers. 

Loucas P. Hriston, President 

Larchmont Investors, Inc. 

Larchmont, N.Y. 


Avoiding Auto Trouble 
Dear Sirs: 

Your magazine is a “blessed 
event” in our office. Many thanks! 

Just having had auto trouble in 
an isolated section of our state, I 
would appreciate, as would oth- 
ers, I'm sure, an article on items 
that might be carried in the 
trunk of an auto to take care of 
unwelcome emergencies. 

The inclusion of such an arti- 
cle might be justified on the basis 
that every dentist drives a car. 

Reed R. Hawkes, D.D.S. 
Preston, Idaho 
e See DeENTAL MANAGEMENT, 
Apr., 1961, p. 55.—Ed. 
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Disability Insurance 
Dear Sirs: 

Although much of the basic in- 
formation in your article about 
disability income insurance is 
correct, it contains many inac- 
curacies, misinterpretations, and 
statements of opinion which may 
or may not be valid. The tone of 
the article is well suited to scar- 
ing the daylights out of any own- 
er or prospective purchaser of a 
disability policy. But the “scare” 


-or “expose” approach has little 
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STRICKER 


Dental Laboratory 
1717 So. Maine, Pleasant Ridge, Mich. 





Please send me further infor- 
mation. 
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relationship to the facts of dis- 
ability insurance as it is offered 
today by practically all the ma- 
jor companies. 

The author's important point 
—that the professional man 
should have adequate, good qual- 
ity disability insurance—is com- 
pletely valid. But I think authors 
often let their enthusiasm for 
making an article interesting 
carry them away to the extent of 
unintentionally, but quite seri- 
ously distorting the facts at issue. 
Gerald S. Parker, Vice President 
The Guardian Life Insurance Co. 

of America 


Dear Sirs: 
On the whole the author has 
done an outstanding job, in our 





Clip Along Dotted Line 


Page 64 is included in this issue as 
a special service and convenience to 


YOU. 


Perhaps you've been intending to 
write to some of our advertisers for 
samples or more information, but 
you can’t find time to get off several 
notes. We'll do it for you. 


Inside the back cover is a handy 
list of what all the advertisers are 
offering. You need only check their 
names and mail the single sheet to 
DENTAL MANAGEMENT — then wait 
for your mailman! It’s that easy! 














opinion, and we feel sure his ar- 
ticle will be read with real inter- 
est and great benefit by the sub- 
scribers to your fine magazine. 
We want to congratulate both 
you and Mr. Geier for emphasiz- 
ing the primary importance of 
loss-of-income insurance. For too 
many years the newspapers and 
magazines have publicized hos- 
pital-surgical with only a passing 
reference to disability income 
coverage. We are glad to see that 
DenTAL MANAGEMENT is helping 
to put the emphasis in its proper 
perspective. 
Jerome M. Powell, President 
Loyal Protective Life Ins. Co. 


Dear Sirs: 

I am greatly enjoying DENTAL 
MANAGEMENT and find it easy to 
read and very informative. 

My thought is that you offer a 
very useful and welcome publi- 
cation to the dental profession. I 
can find no fault with your publi- 
cation to date, and can offer no 
criticism, merely the suggestion 
to keep up the good work. Really 
cannot understand why it hasn’t 
been done before; you are to be 
commended on your initiative 
and foresight. 

Lee P. Sharp, D.D.S. 
Long Beach, Calif. 


DENTAL MANAGEMENT 





: 
: 
; 


eo ee ER a I 

















Reset BSNS AOE 


ee 


o macs 

















Subject Index to 


dental 


management 


January through December, 1961 





ACCOUNTING 


Control That Cash! Nov., p. 53 
Get Help With Your Income Tax Return? 
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Control That Cash! Nov., p. 53 

Good Dentistry Isn’t Enough! Jan., p. 53 
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p. 29 

“My Wife in the Office? Never!” Jul., p. 20 

Surprises Your Employees Can Live Without. 
May, p. 19 
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When the Sign Says “‘Detour.”’ Jun., p. 41 
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Sept., p. 35 
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Trip Tips Worth Knowing. May, p. 55 


BUSINESS VENTURES 
A Little Business on the Side? Jul., p. 50 
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The-patient was-seated in my chair for an‘extraction. 
I was about to slip the nitrous oxide mask on his face, 
when he took out his wallet and started counting. “You 
don't have to pay me now,’ I said. 

“I wasn’t going to,” he answered. “Just thought I'd 
check on how much money I have before I took the 
gas.”—Louis L. Binder, D.D.S., Philadelphia, Pa. 
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CLASSIFIED ADVERTISING RATES: 35 
words or less, $8.00 per insertion; 15¢ for 
each additional word. Initials and figures 
are counted as individual words. Remittance 
must accompany order. Copy due Ist of 
month preceding publication date. Send 
ads and answers to box numbers c/o 
DENTAL MANAGEMENT, Ridgeway Center 
Bldg., Stamford, Conn. 





FOR SALE—Virginia. Left-hand S. S. White 
D-2 unit complete, with adapter for Pano- 
vision light, spatterless water syringe, 
straight handpiece. Washington blue, ex- 
cellent condition. Also used wooden 
cabinet. Box 269, South Boston, Va. 





FOR RENT—Michigan, Dental office space 
in a medium-sized city of southwestern 
Michigan. Office is located in a new con- 
temporary professional office building; 
large parking lot. Box 1204, c/o Dental 
Management. 





OPPORTUNITY—Pennsylvania_ dentist to 
share office space with young established 
physician. Present $.S. White equipment 
one year old. Former dentist now in serv- 
ice. Will also sell or lease equipment. Box 
1221, c/o Dental Management. 





FOR SALE, LEASE OR PERCENTAGE—Gen- 
eral practice in Northeast Pennsylvania, 
near Allentown, 3 operatories, 1 fully 
equipped, 1 partially equipped. Air-condi- 
tioned, new brick building, 720 sq. ft. Re- 
cently decorated. Gross between $20,000 
and $30,000. Area in need of good dentist. 
Must leave for service. Box 1288, c/o Den- 
tal Management. 
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( Mail to Dental Management, Ridgeway Center Bldg., Stamford, Conn. ) 
(12-61) 











ATORY WITH 
RATOR® 







TRASONIC 


WORLD’S MOST POPULAR 
ULTRASONIC CLEANER 


The same machinery used by the U. S. Poo Force, 
Army and Navy for cleaning satellites and guided 
missle parts! It’s Pie gy ~ yc aetlh ee — 
auto-tuning. Broad band frequency mod! 


EASY TO OPERATE... 
SYSTEM FORTY — $99.95 


Cleans ” seconds instruments, syringes, handpieces, Powerful 80 watt generator; Full 1/2 gal. stain- 
drills, burrs, impression trays, orthodontic appifances, less steel tank; Inside dimensions: 534”x4/4''x4”” 
glassware. 

Removes zinc-oxide, eugenol temporary dental cement, 
buffing compounds, food particles, investment plaster, 
wax, nicotine, tarter. 

More diSONtegrators sold than the next three leading 
brands combined! 





























@ FREE 5 DAY a oe refunded, less ship- 
ping, if not satisfied 

e@ FREE 5 YEAR SERVICE CONTRACT 

@ FREE 32 PAGE USERS GUIDE WITH EACH MACHINE 
@ CHOICE OF 7 BEAUTIFUL COLORS 


, : SYSTEM EIGHTY — $219.95 
| understand that my money will be refunded if not Powerful 120 watt generator; = 1/2 gal. stain- 
completely satisfied after 5 day trial. less steel tank; Inside dimensions: 12/x6/’x6” 


See your dealer or enclose check with order NOW and we will pay 7 lire charges to anywhere in the U.S.A. 
RENTAL PLAN ALSO AVAILABLE 


























TO: Ultrasonic Industries Inc., Dept. DM-12-61 
Gentlemen: Please ship diSONtegrators 
ayo =a saisgs TO 
ultrasonic ivory 1 ivory 
Desert Sand Desert Sand = Name 
industries i Siena 
INC. Wheat Yellow Wheat Yellow Address 
Soft Grey it Grey 
‘al Pink Coral Pink 


Ames Court, Engineers Hill : 
’ > . Built-in-Timer (optional) 
Plainview, L. |., N.Y $9 95 extra 





© Check enclosed (freight prepaid, 0 coo 
Ov _ven00 O Bill me (rated firms only) (freight charged) 
California: 4959 Weeks Ave., O) Please send me prices of larger models 
San Diego « Br 6-5551 © Send prices of SONitizer dental cleaning chemicals 














as effective against Caries. It can be a 





Valuable supplement to vour program of reg- 
ular, preventive care. Wont you suggest 
CREST to every patient who can benefit 


from this added protection? 





THE COUNCIL ON DENTAL THERAPEUTICS RESOLUTION: 


“Crest has been shown to be an effective anticaries dentifrice that can be of significant value 
when used in a conscientiously applied program of oral hygiene and regular prefessional care; 
Crest dentifrice may also be of value as a supplement to public dental health procedures.” 


J.A.D.A. 61 :272.(1960) 





& 
Flooristan is Procter & Gamble’s registered trademark for an exclusive combination of stannous fluoride and a fluoride-compatibie polishing agent 
. e ~ 
PROCTER & GAMBLE © DIVISION OF DENTAL RESEARCH © CINCINNATI 1, OHIO 
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